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Financial Planning Assumptions,
Part II
In this second article of his two-part series,
Dale A. Walters, CPA/PFS, CFP®, offers clari
ty on investment return assumptions and
how to disclose assumptions in the financial
planning document.
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Practice Management Issues in
Retirement Planning
Learn how to be a valued advisor to clients

through three key issues in this article by

Lyle K. Benson Jr., CPA/PFS, CFP®.
Drawdown, investment and cash flow, and

By Dale A. Walters, CPA/PFS, CFP®
In Part I of this article in the March/April
2006 issue, Dale Walters talked about one
method for arriving at assumptions for infla
tion, medical expenses, housing expenses
and educational expenses that provide rea
sonable assumptions and can be defended
in court if necessary.
In Part II, he talks about how to create an
investment return assumption that makes
sense in relation to the inflation assumption
used. He also discusses how to disclose
assumptions in the financial planning docu
ment. The objective of these two articles is
to stimulate some much-needed thinking and
discussion on the subject.

fixed income vs. equities as they relate to
qualified plans are explored.
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Succession Planning: Who
Should Do the Succeeding?
In this excerpt from his upcoming book
Edward Mendlowitz, CPA/PFS, ABV, offers
several scenarios for consideration and
thought as they relate to family-owned
businesses.

7

Number of CPA/PFS Credential
Holders Surpasses July 06 Goal
This update on the CPA/PFS credential offers
a first-hand perspective from AICPA leaders
on the "why" and the "how" behind the cre
dential's success.

AICPA

I have seen many plans list assumptions for
inflation and returns without any thought as
to the relationship between the two. While
no one knows exactly what that relationship
should be going forward, it seems to me that
some answers are better than others. For
example, a long-term inflation rate assump
tion of 2 percent and a long-term equity
return assumption of 20 percent do not seem
reasonable to me.

By the same token, a 4 percent inflation rate
and a long-term equity return of 6 percent
also do not seem reasonable. Even looking at
the five-year period between 1980 and 1984
where the average rate of inflation was 7.5
percent, the S&P average return was 15.5
percent, for an average annual difference of
8 percent.
From 1945 to 2004, the average rate of infla
tion was 4.1 percent, while the average
return for the S&P 500 was 13.3 percent or
325 percent the rate of inflation. If we
assume a 2.5 percent rate of inflation, the
expected return on domestic equity in this
example should be 8.125 percent.

You continue this approach for each asset
class, providing appropriate weighting, to
arrive at an approximate portfolio return. For
a balanced portfolio, you would arrive at
an expected return somewhere around 6.5
to 7 percent.
The last thing I would like to talk about as it
relates to assumptions is documentation. I
typically see plans that list only a handful of
assumptions. I believe that to adequately
cover the assumptions in a plan, you
would need to list all of them to preserve
transparency and consistency of rationale.
Our typical plan has two to three dozen
assumptions in the plan.
Here is an example of the assumptions we
use in our financial plans.

Assumptions
The following assumptions have been used in
your analysis:

GENERAL
1. Long-term average annual inflation is 2.35
percent.

2. Income and expenses were projected
to age 100.

3. Continued Arizona residency.
4. U.S. tax rate schedules are based on
the Economic Growth and Tax Relief
Reconciliation Act of 2001 rates; i.e.,
marginal tax rates in 2011 revert to 2001
levels. It also incorporates the Jobs and
Growth Tax Relief Reconciliation Act
of 2003.

ASSETS
5. Savings and checking accounts are valued
at approximately $150,000. These have an

Continued on next page

Continued from page 1
annual return rate of .5 percent for the
checking accounts and 1.2 percent for
the savings/money market accounts.
Account values are from statements
dated May 12, 2005 and June 15, 2005.

6. Qualified investment accounts and IRA
assets are valued at approximately
$248,000. These grow at 6.7 percent
tax-deferred. Account values for TIAACREF and Fidelity are from statements
dated June 30, 2005 and March 31,
2005. Accounts held at Schwab reflect
values as of Sept. 12, 2005.

7. Consolidated investment portfolio value
is approximately $132,000 and grows at
6.7 percent annually. (3.5 percent
growth, 1 percent capital gain distribu
tions, 1.2 percent tax-free income and 1
percent dividend income).

8. Cash value of Western Reserve Life
Insurance policy is $14,872 as of Jan
20, 2005. Death benefit is $700,000.
The policy is variable life, joint - 1st to
die, with a rider of $300,000 for John;
$100,000 for Mary. Annual premiums
are $1,400.

9. Cash value of Mass Mutual Life
Insurance policy is $6,278 as of Dec. 3,
2004. Death benefit is $10,000.

10. Arizona home has an estimated fair
market value (FMV) of $180,000. There
is no mortgage on this home. Personal
use real estate assets grow at a rate of
2.9 percent per year.

11. Arizona rental condo has a FMV of
$100,000 and an original cost basis of
$80,000. There is a 30-year mortgage at
6.5 percent for $40,000 on this property.

12. West Phoenix land parcel has a FMV of
$3,000,000 and a cost basis of
$100,000. This asset grows at 2.9
percent per year.

13. West Virginia acreage has a FMV
of $9,200 and grows at 2.9 percent
per year.

14. The value of 2002 Honda Accord is
estimated at $13,000; 2002 Toyota 4
Runner is estimated at $15,000.
Estimates are from Kelly Blue Book
website. Automobiles depreciate at
10 percent annually.

15. Other personal use assets (furniture,
artwork, etc.) are estimated at
$80,000. These assets grow at
2.35 percent.

LIABILITIES
16. Currently have no liabilities and do not
expect to incur liabilities in the future.

INCOME
17. John's annual salary is $135,000; this
is indexed to inflation until retirement
in 2008.

18. Mary's annual salary is $16,500 until
retirement in Dec. 2005.

19. John will receive a monthly Arizona
State Retirement benefit of $3,956
beginning at retirement in 2008. This
benefit is not indexed to inflation.

20. John will receive $1,820 monthly in
Social Security benefits at age 64;
Mary will receive $916 monthly at
age 65. Social Security benefits are
indexed to inflation.

21. Monthly income from rental condo
is $700.

22. Beginning in 2017, the John and Mary
Doe CRUT will begin paying 7 percent
of its value for the remainder of your
joint lives. We assumed $70,000 per
year, every year, for simplicity.

EXPENSES
23. Lifestyle expenses are approximately
$44,900 annually per the Life Planning
Profile and grow at the rate of inflation.

24. Other potentially tax deductible
expenses (property taxes, charitable
deductions, professional fees) total
$26,500 annually and grow at the rate
of inflation.

25. Medical expenses total $9,800 annually
and grow at an average of 5 percent
per year.

26. Annual expenses associated with the
rental condo total $1,500.

27. Two new vehicles are purchased every
six years (beginning in 2006) at a net
cost of $20,000 each.

NOTE: Any changes in these assumptions
or differences between these assumptions
and actual results may have dramatic
effects on your financial plan. Assumptions
are not guarantees of future investment
returns.

Basis for Assumptions
In summary, this two-part article on finan
cial planning assumptions has attempted
Continued on next page
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Continued from page 2
to explain why I believe advisors are not
giving enough thought to this area. I am
suggesting that assumptions should have a
logical relationship to each other and give
suggestions for a number of assumptions.
I also offer you the format we use for
presenting assumptions in our plans.

My hope is that these articles create some
critical thinking on the subject and that you
found something you can use in your prac
tice. I believe planners are spending the nec
essary time thinking about and documenting

I

assumptions. After all, the results and
success of the plan hinge on the assumptions
we start with; bad assumptions equal bad
recommendations.
Dale A. Walters, CPA/PFS, CFP®, is chief
executive officer of Keats, Connelly and
Associates, Inc. in Phoenix, AZ. He
also is a member of The Planner's
Editorial Advisors Board. Contact him at
602-955-5007, dalew@keatsconnelly. com
or through his company's Web site at
www.keatsconnelly.com. •

Practice Management Issues
in Retirement Planning
By Lyle K. Benson Jr., CPA/PFS, CFP®
The demographics of retirement in our coun
try are changing. We have gone from a retire
ment period that was described as "a short
miserable period of being too sick to work,
but too well to die," to something that looks
and sounds more like a "second childhood
without parental supervision."

Today, retirement is much more of a transition
from one lifestyle to another without a com
plete cessation of work. Once they can afford
to no longer work to meet cash flow needs or
to accumulate wealth, clients are searching
for how to contribute to society - accom
plishing goals and making a difference by
doing things that are really important to them.
Aren't we all? Medical advances enable us to
live longer and have healthier lives. With our
desire to "make a difference," these factors,
collectively, put greater pressure on the asset
accumulation process, regular savings and
the ongoing investment monitoring process.

With the first of the Baby Boomers (born
between 1946 and 1964) now retiring in
2006, a survey from EscapeHomes.com found
that 74 percent of respondents believe they
will feel freer to be themselves upon retire
ment, but only about one-third think they will
have enough money to live comfortably once
they retire.
The CPA/financial planner is well positioned to
help clients as they approach and live through
this time in their lives - and there are a great
number of resources available to help with

this process, including this newsletter, the
Personal Financial Planning Center on AICPA
(http://pfp.aicpa.org) and the AICPA's
Retirement Planning Conference, which was
just held in Boston in early June.
The conference was designed to bring together
the wide variety of issues that practitioners
face in helping their clients in this area. It
addressed technical issues, such as distribu
tion planning and advanced plan design, but
also covered the "softer side" of helping
clients with important lifestyle changes and
tough decisions.

To be truly effective, the CPA needs to inte
grate a host of related planning elements,
such as long-term care, Social Security, and
an understanding of life insurance and annuity
products and strategies, among many others.
Incorporating this knowledge, and these tools
and techniques into your practice, as well as
marketing your services to your clients, are
critical elements of success.
There are a number of very important
practice management issues that need to be
addressed on a practical and theoretical level
in doing retirement planning. Here are three
that are key to much of the work you will do
in this area.

Understanding and
Communicating Drawdown
There are many studies that suggest a safe
30-year initial withdrawal rate is in the 4 to 6
percent range. Unfortunately, the studies

Continued on next page
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often fail for a variety of reasons, including
ignoring portfolio expenses, considering taxes
only on withdrawn amounts and presenting
inflation in a linear fashion. The kind of clients
who can handle a higher initial drawdown
might include those whose discretionary
spending share of total spending is relatively
high, as well as those who have a higher per
centage of fixed income with cost-of-living
adjustments or whose personal inflation rate
relative to the CPI is low. Challenging your
assumptions on a regular basis is critical in
this process.

Investment and Cash Flow
Issues You Will Face With
Clients
There are a number of important investment
issues that you must be prepared to discuss
with clients. These include how much of a
cash cushion should be kept for unexpected
expenses, how to address large future pur
chases, the role for annuities in planning, and
whether you should consider reducing equity
exposure as clients age. Remember: Rules of
thumb can be dangerous! Take the time to
analyze your clients' choices in these areas.

Fixed Income vs. Equities:
What Should Go Inside v.
Outside Qualified Plans
This is a seemingly endless debate with very
good arguments on both sides of the spec
trum. The major factors to consider include
the length of deferral, the ordinary/capital
gain tax rate differential, the spread between

expected returns, and expenses of products
used to implement the planning.
If you defer the growth assets because you
assume the largest returns take advantage of
the greatest tax deferred accumulations, you
are forgoing the step up in basis and capital
gain treatment. While deferring the income
assets may be more tax efficient, your portfo
lio growth will not fully take advantage of taxdeferred accumulations.
In the practical world in which we work with
clients, you need to keep in mind that rebal
ancing is easier if both types of assets are
available to rebalance tax free. Also keep in
mind that tax efficiency can be created in
other ways; for example, you can harvest
losses on growth assets and reduce taxes
with municipal fixed income alternatives.

As a CPA/financial planner helping clients in
this area, you can be a tremendous resource
for your clients to guide them through the
complexities of the various areas that make
up the retirement planning world.
About the Author: Lyle K. Benson Jr.,
CPA/PFS, CFP®, is president of L.K. Benson
ft Co., PC., a Baltimore firm providing PFP,
investment advisory and tax planning services
to high-net worth individuals. Benson is a
member of the Editorial Advisory Board for
The Planner and chaired the AICPA's
Retirement Planning Conference in June.
He is a past recipient of the AICPA's PFP
Division Distinguished Service Award and
a commissioner on the AICPA National
Accreditation Commission. Contact him at
410-494-6680 or lyle@lkbenson.com. •

Succession Planning: Who
Should Do the Succeeding?
By Edward Mendlowitz, CPA/PFS, ABV
The choices of who the successor will be
are sometimes very limited because of the
perceived lack of qualifications of the successor.
When people are held to a tight rein and are
second guessed every time they make a mis
take, there is a more limited chance of success
than if they were permitted to work things out
for themselves and had to deal fully with the
consequences of their mistakes.
We have seen the most improbable successors
succeeding when they are placed in a position
PFP PLANNER —July/August 2006

where they have no choice. We once had a
client who was a fuel oil dealer, and was so
concerned for the welfare of his customers that
he would get up many times at 2 or 3 a.m. to
rush out to supply fuel to a house that was out
of heat in the middle of the winter.
He did okay making a living, but was not
quite ever able to get a little ahead financially.
Unfortunately, he died suddenly, at the
relatively young age of 45. He left his wife,
who was his bookkeeper, receptionist and
scheduler, as well as 22-year old son who

also worked in the business. His wife's first
reaction was to sell the business, which
was operated out of their house. We told her
to wait a little while until the initial panic left
her and she could see things objectively.
Also, the husband's only asset was the busi
ness; the house, trucks and cars were fully
mortgaged, and her ability to earn a living
with a job was very limited since the only
work she ever did was for her husband.

She was, you might say, not given any choice
but to make a "go" of the business. She imme
diately hired an additional person to work for
her to deliver the fuel oil. Becoming aware of
her payroll costs and having to pay overtime
premium pay for late night deliveries, she

IDENTIFYING SUCCESSION
CANDIDATES
Following are some typical scenarios of
situations where owners will have to
make succession planning decisions.
Obviously, this list does not cover every
alternative, but there are enough examples
most entrepreneurs can identify with.
1. Owner is age 65, and two children
are working in the business, ages 42
and 38.
2. Owner is age 65, and two children
are working in the business, ages 30
and 26.
3. Owner is age 70 and two children are
working in the business. The owner is
a sales-oriented person and the busi
ness is sales driven. The children work
in the technical and financial or book
keeping parts of the business.
4. Same as item 3, except the children
work in the sales and technical, or
sales and financial ends of the busi
ness.
5. The father is age 75 and his son is
responsible for 65 percent of the sales
of the company; his two daughters are
totally uninvolved in the business.

developed a much better system of schedul
ing the work, and watched the degree days
much closer. Occasionally, when a late night
delivery was needed, she charged extra for it,
as she did for every extra service that her hus
band always did for nothing, such as minor
repairs and extra servicing of the boilers.
At the end of her first full year running the
business, she showed a far greater profit
than her husband ever did, with fewer crises
than he ever had. After three years, when it
was determined her son did not want to buy
the business from her, she sold it for about
four times what she would have gotten had
she sold it just after her husband's death.
Another time, a client with an art gallery

6. The owner is age 70 and her ex-son-in
law runs the business.
7. The owner is age 65, has no children in
the business and has two key employ
ees, both with the business for over 20
years and both in their late 40s.
8. The owner is age 50, has five children
who work in the business; the owner
wants to "get out."
9. The business has created substantial
net worth, and has substantial cash
flow, but has chemically polluted the
real estate it owns.
10. The owner has a "cash business"
and wants to reduce his time spent
at the business.
11. The owner has a distributorship of a
nationally branded product that is
based upon her remaining active in
the business.
12. A small professional firm's senior
partner wants to retire.
13. A husband and wife in their mid-50s
run a business and want to take it
easier.
14. A family-run restaurant, established
over 50 years ago, no longer has
young family members working in
the business.

decided to get a divorce. He was much older
than his wife, who was a homemaker with
two young children. He did not want to have
to pay her alimony, so wanted to give her
the art gallery and open a new one else
where. He felt the profits from the gallery
would permit her to earn a living and would
relieve him of any ongoing obligations.
Otherwise, he would have had to pay
alimony until it was determined his wife
was self-supporting.

She was backed into a situation that she
did not want to be in, but felt she had no
choice - so she agreed. She sought help

Continued on next page

15. A law firm, or medical practice, wants
to "keep" younger professionals.
16. The main sales person of a salesdriven company wants a substantial
ownership position in the company.
These situations may all seem to be
different, but they are not. The personal
ities of the owners are basically the
same. They are usually all self-driven,
well-rounded, originally risk-oriented
people who manage by gut feelings,
with extremely high intelligence and
motivation, with a hand-picked group of
people they completely trust. They are
independent people who treat their busi
nesses as the main constant in their
lives, and who fail to visualize them
selves without a place to go to in the
morning. It is also, on occasion, a refuge
and an excuse for traveling without their
spouses. They are also "king of the hill"
when they walk through the front doors
of their business. And they take pride at
every nook and cranny at their office or
factory. They are loath to part with what
they see as a major part of their lives.

Personal Financial Planning Section
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and suggestions from everyone she knew,
including her banker, accountant, attorney,
landlord, fellow gallery owners, the artists,
and some large wholesalers. She immedi
ately liquidated slow-moving inventory;
negotiated better terms with the artists
her gallery represented; got the landlord to
extend the lease, which had only two
remaining years; picked up some new
artists; made up a mailing list of past cus
tomers; and aggressively promoted shows.
In four years, she more than doubled the
sales and tripled the profits.

Who's the Boss?
It is clear that there must be a boss. A
business cannot be run by a committee or
even two equal people; someone must
have the ultimate responsibility. When
there are two siblings in the family busi
ness, the parent must choose one of them
over the other. This does not mean the
parent loves one over the other, but one
must be chosen to drive the train. A com
mittee, or board, can be selected to set
overall broad-range policies, and to evalu
ate the performance of those operating
the business on a day-to-day basis, but
should not be constituted to run the busi
ness on a day-to-day business. Of course,
there are exceptions, but these are rare
and infrequent.
Most likely, the hardest choice is when
there are two siblings working in a business
with more or less similar responsibilities,
and the parent favors the younger. The
younger one is most likely used to the eld
est getting special or extra responsibility,
but the oldest is not used to the youngest
getting it, unless there is a special rela
tionship between them.
A decision must be made that is best for
the continuity of the business and the
earnings of all the family members and
other employees that flow from the busi
ness. The preservation of the business,
not the egos of the people involved, has to
be the primary reason for the decision,
although the way the decision is handled
should take into account the sensitivities of
each individual.
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A parent/business manager looks at things
with a much more critical eye than others,
and is usually able to see in a much more
directed way than the others in the com
pany. The parent/business manager:
• Measures actions, temperament, the
application of each person's intelligence
and how they deal with situations in
the normal course of business and
during crises.
• Objectively evaluates how the children
will interact with other employees, and
customers and suppliers. He or she can
also detect who is and who isn't a
leader by the way the childrens' peers
treat them, either with respect or jokes.
• Sees more clearly the micro/macro
thinking abilities of the next generation,
and which is more critical to the busi
ness's future success.
• Understands which sibling is more toler
ant of the other, and which handles peo
ple or money in a more productive way.
• Knows the training each has received. It
is impossible for both to have received
the same training and instruction from
the father. This also includes time when
they both were very young.

• Sees who is better with responsibility and
the approach of each in dealing with his or
her own personal responsibilities.
• Knows which child's personal life is in
better line with his or her parents'
expectations or approval.
• Knows the skills, training and education
of the children, and maybe the way they
did their homework.
• Sees the relationship with other siblings
not involved in the business, and senses
whether the children need to have a
"boss" over them, as well as which ones
are leaders or managers.

• Sees how they interact with others that
are being considered for the mantle of
leadership.

• Knows their decision-making ability.
• Knows what kind of security the
children need.
We have clients who have children in the
business, and who crave to have their
children carry on the business. These are
some outcomes we have seen:

1. The parent had five children working
in the business. He gathered them
together and told them he wanted to
phase himself out of the business and
that they could have it if they wanted it.
He gave them a month to decide
among themselves how they wanted to
do it. They met and told their father
they did not want the responsibility of
being a boss, and if he did not want it
anymore, he should sell it. Short and
sweet. And it saved a lot of anxiety
and time.

2. Two children worked in the business
with their father. The younger child
was trained in the technical aspects of
the business and really wanted the
business. The older did the bookkeep
ing, wanted no responsibility, and liked
being able to leave early to play basket
ball and racquetball a couple of times a
week. The younger one got the busi
ness, with the promise to the father
that the sibling would always remain
with the company.

3. Since graduating high school, a
younger son learned the business
while working for his father. When
the father decided he wanted to retire,
he offered the business to his two chil
dren. The older one, college educated
and in a different field, joined with the
younger one to take over the business
from the father, as equal partners.

4. A father, who was primarily involved
with sales, wanted to retire. He had a
daughter handling the office, finances,
work scheduling and purchasing for the
company. The father offered the key
salesman an equal partnership interest
with the daughter.
Continued on next page

5. A father has two young children working in
the business. He instituted a 10-year program
to have them learn the business, literally from
the ground up. Within seven years the children
were completely co-running the business, and
the father was almost fully retired. Sales tripled
during this period.

6. A father wanted his son to carry on the busi
ness he got from his father. The son did not
work in the business and never expressed any
interest in it. The father took a last stab by struc
turing a no-cash-down leveraged buyout for the
son. When it was turned down, he liquidated it
many years later after it was run into the ground
because there was no other designated successor.
Inertia forced him to stay in the business.

7. The business has chemically polluted the
ground it stands on. The business throws off a
very substantial net income and cash flow, but
cannot be sold. A successor was hired with a
profit-sharing arrangement following a three-year
training and breaking-in period.

8. A business has a "nontransferable" national dis
tributorship. About three years before he wanted
to retire, the owner arranged for a new source of
supply from a competing manufacturer to make
the product with the client's own brand name on
it. Over the next three years, he weaned his cus
tomers away from the national brand to his own.
The business was then able to be sold to the sales
personnel at very favorable terms.

Note: This is an excerpt from the upcoming book,
The Adviser's Guide to Family Business
Succession Planning. For more information, visit
www.cpa2biz.com.

About the Author: Edward Mendlowitz,
CPA/PFS, ABV, is a shareholder with
WithumSmith+Brown in New Brunswick,
N.J. He serves on the New York State
Society of CPAs' Estate Planning Committee
and was chairman of the committee that
planned the Society's 1OOth Anniversary. He is
a frequent speaker to many professional and
business groups, including the AICPA
and the New Jersey Society of CPAs.
Contact him at 732-818-1614 or
emendlowitz@withum.com. •

Number of CPA/PFS Credential
Holders Surpasses July 06 Goal
Through a combination of aggressive member
awareness campaigning, increased communica
tions and regular contact with business publica
tions, the AICPA met, and surpassed, its goal to
attain 3,627 Personal Financial Specialist
(CPA/PFS) credential holders by July 2006. As of
the end of May, current active PFS credential
holders totaled 3,675.
The news was reported by Robert R. Harris, CPA,
chairman of AICPA's National Accreditation
Commission, during the Institute's spring Council
meeting in Salt Lake City, Utah. Having oversight
of the CPA/PFS, CPA/ABV and CPA.CITP creden
tials, Harris affirmed that the components of the
accreditation model, which include "disciplinary
knowledge, section membership and credential
achievement," have been effective means of
developing and educating members about spe
cialty areas and the credential programs. . . .

"We showed the profession that our model of
career progression proved successful and that we
accomplished this without the aid of a national

advertising program," he told the Council. "Our
media efforts have not just raised awareness for
the credential, but also for the CPA profession
itself, with financial reporters calling us for com
ments on financial planning topics. The AICPA's
Financial Literacy and PFP efforts have come
together to create a winning strategy for commu
nication among the AICPA, and such prominent
financial publications as The Wall Street Journal,
Newsweek, CFO Magazine and Kiplingers."

Attending the Council meeting was Barry
Melancon, CPA, AICPA president and CEO.
"The PFS credential has achieved widespread recog
nition over the past several years," said Melancon.
"Important personal finance writers have recom
mended the CPA/PFS to their readers and the PFS
stands for excellence in financial planning. More and
more of our members in financial planning recognize
that and are seeking the designation."

For example, in March, PFS credential holders
assisted Jane Bryant Quinn, contributing editor of

Continued on next page
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Newsweek, when she solicited planners' thoughts on a
variety of topics, including Social Security, annuities, and
income investments that interest older people. She asked
planners to comment from their unique perspective as
informed financial advisors.
Michael Eisenberg, CPA/PFS, chair of the PFS Credential
Committee, believes that while the benefits and value of
the credential were simple to explain, the messaging
accomplished by the Committee and the AICPA was not
only instrumental in meeting the goal, but a key compo
nent to the overall success.

messages about the PFS were disseminated
in various ways, including chair letters, marketing
brochures, online chats, during conferences and in media
interviews.

"We had to roll up our sleeves and let the membership
understand exactly how the credential benefits them and
their practice," said Eisenberg. "We're passionate about
the credential, and when the AICPA Council said we
needed to make our numbers, we committed to this
effort."
Eisenberg said that the PFS Credential Committee has
plans to bring even more people into the credential pro
gram and into the membership section, but numbers are
not necessarily the issue.

"Financial planning is a core topic or subject for the
accounting profession, and if you are going to offer these
services as part of your business, there is no better place
to be doing this than with the AICPA," he said. "A CPA
who is doing financial planning has a community at the
AICPA. When I introduce myself to a prospect or new
client, I am bringing a lot of things to the table that
others with similar skills are not bringing. The CPA
license is highly regarded, and if I have my PFS behind
it, that adds credibility right then and there."

"Now that we reached our milestone, more will jump on
this bandwagon, but the bigger issue is to continue deliv
ering quality services to our credential holders," he said.
"Our strategic planning going forward is to continue this
effort, and clearly communicate the value through educa
tion and tools."

Ever since the process began in October 2003 with the
AICPA Council's resolution to set specific goals on the
number of credential holders for all three credentials,

For more information on the credential and other related
programs, visit the Personal Financial Planning Center on
AICPA.com at http://www.aicpa.org/PFP. •
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